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Sheriff's Saule on Foreclosure,

Notice in hereby given, that by vir-
tue of an execution and order of snle
isued out of the Circuit Court of the
State of Oregon, fur the County of
Lune, on the 9th deay of Seplember,
1918, on » judgment rendered 'n sald
Court on the 18th day of Auvgust,
1914, in that certuin foreelosure wsuit
then pending in sald Court, wherein
George Melvin Miller and Lizzie M,
Miller his wife, Plaintitfs and A, K.
German, A, L. Stover mid F, K. Mel-
vin, Defendunts, and wherein judgment
wun rendered In favor of sald Ge rge
Melvio Miller und Lizzie M, Miller hin
wile, nguinst F, E
Maelvin, Detendunt, for nine hundred
eélghty-three sud seventeen
dredthe (3983, 17) dollurs with interest
thereon from the 18th day of August,
1918, st the rute of six per cent per

PlointitTe, sl

one-hun

annum und the further sum ol fourteen
undd ifty one-hundredths ($14.50) dollars
conts, which sums are now due and
pasyuble, nod for the further sum of six
hundred twerty ($620.00) dollsrs, to
become due In installments of three
hundred ten ($310,00) dollurs each on
the 20th day of June, 1914, and on the
20th duy of June, 19156, with interest st
the rate of wix per cent (67 per an
num, which judgment waus enrolled and
docketed In the clerk’'s office of said
Court in sald County on the 9th day of
September, 1918, and snid execution to
me directed commanding me in the
name of the Stale of Oregon in order
to satinfy said judgment, costs and ac
cruing conts to sell the following de-
weribed premises to-wilt

{668 feet east
of the northeast corner of the

Heginning st a point
Juwmen
W Gay and wife donation land ¢'nim,
notifieation No, G661, claim No. 71, in
Range 3 West,
thenece South O deg. 26 mi,east 916 foet,
thence weat B9 deg, 36 mi, South 17843
feet, thenee north 33 deg. 27 mil, enst

Township 19 South,

710 feet; thence north 1 deg. 22 mi,
wesl 40,9 feet; thence north BY deg,
14042 feet to the place of
beginning, containing 5214 weres and
the same being further described as
lot No, 19 in Morning Glory Farm
Plut, That the procecds of said sale of

W mi, enst

wakd real property shall be applied W
the satinfuction of the plaintiff's said
judgment, the costs and dishursements
of snid suit, and the execution and
churges of making snid sale, and that
the wame be applied to the payment of
bath the amount due and to grow due
as herein specified, provided further
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F. W. ROBBINS, M. D.
Physician and Surgeon

iMlice at Wesidence: 1 S, Hth Street

MRS. C. M. COBB
INSTRUCTOR IN PIANO

Graduate of Whitman Conservatory of
Music, Walla Walla

wven years oa perience in toaching

Practiors in all Courts 5 Vear Eajpwrience

H. J. SHINN

ATTORNEY AT LAW
NOTARY PURLIC

Bader Buikiling

iver Metsan Shop COTTAGHK GROVE, ONE

Grnduate Nurse Attending

0. R. GULLION, M. D.
Practice hmitesd to
EYE, EAR, NOSE and THROA

OFFICE: 38 WHITE TEMPLE
EUGENE, ORE.

Phone 132-Y

KARL K. MILLS

Hueressar Lo

MARION VEATUN
Funeral Director ;; Embalmer

J. 8. MEDLEY

Attornay-at-Law
Special Atteption Given o Mining and
Corporation Law.

Offiee, Woodward Huilding

Iawson Hock

Phune Ofice 47
Main St

||I'lur)

OMor MHouwrs: 1 to6p. m
Cunsultagion by appeintment anly.

DR, C, E, FROST
Osteopathic and Medical Physiclan
Chranig and Nervous Dissases a Specialty
COTTAOK OROVE . . ORBGON

DR. JAS. B. TAYLOR

Evi, EArR AND THROAT DISKEASES

A Specinlty Glass Fitting

Office : White Temple, EUGENE

Ofice Phone Main 3 Kesldence, Main 11L

F. L. INGRAM, D. M. D,
Dentist
ALL WORK GUARANTEED.

Lawson Bldg. Cottage Grove, Ore

J. E. YOUNG

Attorney at Law
(Ofice on Main Street

COTTAGK GROVHE ORNKUHON

J. C. JOHNSON

Attorney-at-Law
Practice in all Courts of State.  Corpor-
ation, mining and Probate law a specialty
Collection and Insurance.
ORKGON

COTTAGE GROVEK

be puld, then in that event the execu

I5th day of August, 1913, to the date
of puyment, less such sum as the said
interest computed from the 18th day
of Augunst, 1913, to the date of payvment
will produce from the date of such
payment until the 20th day of June,
1914, on fieat installment, and until the
20th dany of June, 1916, on the second
inntallment, compuled st wix per cent
6, ) per annum,

Now, therefore, in the name of the
State of Oregon and in complinnee
with said execution and order of sale,
I will on Saturday, the 15th day of

o'clock n. m, andd 4 o'clock p. m. towit
nt one o'clock p, m, on said day at the
southwest door of the County Court
house in Eugene, Lane County, Oregon,
offer for wale for eush, subject to re-
demption all the above named defen-
dants, A, E. German, A, L. Stover and
F. E. Melvin's right, title and interest
in and to the above described resl
property,
Dated this 18th day of Aug., 1913,
JAMES C. PARKER,
Sheritt of Lane County, Oregon.
By D, A, Elkins, Deputy

Wﬁy the Farmer Buys from
the Mail Order Houses

By Frank Farrington

#17-0lh

So much has been said and written

sbout the farmer ss & business pros-
pect i recent years that most maunipu-
lators of large business feel that they
know the farmer and his need pretty
well,

They realize his importance and his
conservative temperament, but they
know him better as o class than as un
Comparatively few of the
men who are anxious to interest the

individunl,

farmer in their wares have lived in
close touch with him sinee they have
become engnged in angling for his

trade.

The only wny to understand the
furmer completely is to do business
with him in person and discover the
various angles from which he views
eanch proposition, and the objection he
ruises to it.  The retuiler who sells o
the farmer across the counter knows
the farmers a8 no manufseturer cun
know him. He understands him better
than the cleverest sdvertiser or the
brightest claim adjuster in the mail
order house. To him the furming class
is ¢ group of individusls whose pe-
culinrities and charscleristics are as
well known as those of his neighbors,

What the retuiler fails to realize is
the mivantage he possesses over the
muil order house ; the advantage of be-
ing able to show the gowds Lo the cus-
tomer; to deliver them right at the
time of purchase; to back them with
u gusrantee for himseif; to adjust
clwims with a perfect knowledge of the
condition; to give time when it is
wanted for payment.

The manufacturer who is anxious to
get more of of the farmers’ business
will find it profitable to undertake to
nduente the retailer to a better know-
ledge of the advantages of his position.

He will find that by helping the
denler to a greater confidence in his
ability to compete with the mail order
houses, he will enable that dealer to
get more of the farmers' trade. He
will find that the dealer will appreciate
help of this kind and feel inclined to
get behind the goods of the manufan-
turer who helps him. But, and this
“*but’’ is worth considering, the dealer
ought to be approsched in this matter
with tact. It will not do to tell him
bluntly that he is all wrong, that he
does not know how to handle his busi-
ness, that someone else a thousand
miles away knows more about it than
he does. Suggestions should be made
ns suggestions from an outsider, or as
narratives of the methods pursued by
someone else who has succeeded by
following them.

If the deanler is complimented upon
his wuccess, upon his ability and upon
his better knowledge of his loeal condi-
tions than outsiders posscss, he will be
in an attitade that will make him will-
ing to listen to advice.

The dealer is fond of saying that the
farmer sends to the mail order house
because he would rather send away
from home for goods than buy them at
home, that the farmer buys by muil
because he is just pig-headed enough
to want to spite the loeal merchants,
The dealer proclaims the mail order
people as more or less infamous. He
states that they sell only inferior goods
and that their policy is one of dis-
henesty. More denlers than most
manufacturers realize take this atti-
tude. Of course it is largely wrong.
Success cannot be built up that way.
But there is nothing to be gained by
antagonizing the retailers by telling
them that they are all wrong. Get
under their belt by the use of tact and
then show them that they can get more

business from the farmers with agree-

Oetober, 19138, between the hours of 9|

| capital of that fsct.

suld premises the said amount due as | ones.
nbove wspecified of prinelpal, inln-rwll,|
tuxes, costs and wseeruing costs shall | nine cases in ten buys from the mail |
order house is becuuse he is ssked to|
tion shall be withdrawn und returned, ([do so. He ls asked not once, but =
provided further that the plaintiff shall | hundred times, not vecasionslly, but all |
[ receive in full sutisfuction of sald rum | the while,
to become due the prineipal thereof, |und cotulogues and special price lists |
six hundred twenty ($620.00) dollars, | is kept flowing toward him,
| tugether with interest thereon from the

The roal reason why the farmer in

A steady stream of offers

He in not

[ullowed to forget between catalogues,

He buys many things from the mail
order house because he pees the adver-
tining nbout them and develops from it
u denire to have them, while if he had
not received thet advertising, very
likely he would never have even known
that the goods existed, Mail order de-
velopment demonstrates more than
wlmost uny other form of advertising
the success of keeping st it,

There are hundreds of manufacturers
who would like the business of the
dealers who sell to farmers, hundreds
whose goods nre not earried instock by
mail order houses, Very few of these
hundreds are taking pains to make
The listing of a
well-known and generally advertised
article in & mauil order catalogue is a
red rug to every dealer who finds out
ubout it. Why should not every manu-
fucturer who can take advantage of
this fact nnd if his goods are not in
the hunds of mail order houses, adver-
Lise it to the deanlers and thus get the
benefit of this pelicy and place the dis-
advaotage upon those of his competitors
who do sell to mail order coneerns?

To enrry this further, are there not
muny manufscturers whose goods are
ourried by mall order houses and sold
by them in small quantity who would
find that to take an anti-mail order
house attitude would mueke them
enough stronger with the retailers to
more than make up for the loss of the
little mail order house trade they sdre
getting?

The munufacturer who is accepting
the mail order house as an outlet ought
to get a proportionstely large business
from those houses or else eliminate
them. The dealers who sell to the
farmers ean do a great deal for the
manufacturer if they will. They will
not w8 long ws the mail order house
undershells them on the goods they nre
nxk ed to push,

The masnufscturer who ecannot cut
out the mail order houge can at leasi
compel it to maintain & price that will
be satisfactory to the retailer. If it
i n question of dealer or mail order
house which? then it reduces itself to
a mere mualler of dollars’ and cents’
worth of trade now and in the future.

The manufsctorer ean succeed with
either the muil order or the retail
dealer as his selling agent, but he can-
not succeed if he tries to ride both
horses, That is to say he cannot suc-
ceed Lo as great & degree. With most
manufecturers it is a case of “"Choose
ye this day whom ye will serve.”’

The mail order house of big business
has manifold brands of its own. It
uges Lhe well-known and generally ad-
vertised brand solely as a leader or
bait. Whenever and wherever it can
sell what it wants to, it sells its own
brands. Is this the kind of represen-
tation that the manufucturey wants?

A good many retailers have their
own brands, but these ape mauinly the
cluss of retajlers who do not sell the
bulk of the goods that are bought by
the farming trade. The country and
village stares are small atores and they
are still selling well-known hrands al-
most entirely. They have not yet got
into the private brand class, But they
will get there, they will take on their
own brands in an increasing degree
unless they are better protected by the
manufacturer.

The farmer buys from the mail order
house very largely because he is lured
into sending an order by the fact that
he sees smome well-known article ad-
vertised there at a cut rate. The
farmer is an original Missourian, He
is the last man in the world to send
money for & pig-in-a-poke. A cata-
logue six inches thick, if it contained
not a single item that he knew was a
good value, would not extract a dollar
from his pocket, no matter what prices
it might quote on its vnknown goods.
It is the general adverlising of stan-
dard goods that makes the mail order
success possible.

You, then, Mr, Big Adcvertiser, are
making it possible for the great mail
order house to succeed. Are you get.
ting a fair retarn from that concern
for your help? ® not, see that it in-
creases its ordera to a point where they
will compensate you for the certain
loss of trade through the retail store
distributing division,

The dealers are sore at the mail
order houses. They are sore at the
manufacturers that help those houses.
You cannot hope for the cooperaton of
the dealers to any great extent unless
you show vourself upon their side in
this matter as well sa in othera which
are of vital interest to them,

In order to help the dealer to hold
his own with this competition there is
now a golden opportunity in the advent
of the parcels post. The dealer is won-
dering what this system is going to do to
him. Itis for the manufacturer to
show the dealer how he can use par-
cels post to develop his own trade and
to hold the farmers' business at home,

There is a present chance for the
manufacturer to get closer to the

fancy borders in tan, brown

All wool grey Blankets
Priced at

!

‘ weight, pretty

OhLx72, T2xH4

striped
and 90
$2.25 and $2.50,

pink, blue

Cotton fleeced Blankels in heavy, warm. winter
1lfirlll'[i‘
Priced

All wool, wool finish and cotton blankets of superior quality—firmly woven
Plaids in both wool and cotton

Priced at

$3.00

cCome 1u sizes

—very
£5.(6),

$1.25, $1.50,

All wool grev Blankets
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BLANKETS-

Winter Warmth, with

October Economies

Made with pretiy

$6.00
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Worchester Corset

at its very best. These corsets represent the highest thought (
of experts in corset designing and most careful workmanship.

Front Lace, Habit Back Corsets, Priced from
$2 to $3.75

Others, long hip, free hip bone in all the late shapes, ranging
in prices from $1.00 to $3.
We have just received all the new shapes.

00. Come in and look them over.
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Rain Capes for Children—the
—prices from $2.50 to £4.00
sateen, rubber lined, warranted

need of the hour
I'hese capes are
rain proof.

SOe to $1.00).

ﬂ When you wear an “R. W.” Corset you present your figure - — ”L %

HAMPTON & CO.

Dr. Denton’s Sleeping Garments for children,
Mixed
from 2 to 14 years

wool and s1zes

Prices run according tosize

cotton,

friends with him. This ecannot be
done by argument. It must be done!
by practical helps.

This is the time for the manufac-,
turer to ofter to supply the denler with
literature to be distributed to the farm
ing trade from the store or in whatever
may seem best. it is the t.me for the
manufacturer whose poliey it is to mail
ndvertising direet over the retailer’s
imprint, to offer to mail out a new lot
of circulars with an inserted elause
telling the recipient how he can get |
the goods by mail from his own home |
dealer,

I'he retailers have fought the parcels
post hard, but now that it has come,
they are inclined to tuke it us an we-
cepted fact and give it a chanee o
work for them. Whether they continue
to fight its further development or not,
18 largely contingent upon whether it
hurts their trude mueh or little, or
whether perhaps (L helps them.

Special stress may well be placed in
advertising wmediums going to  the !
farmer upan the desirability of the con- |
sumer purchasing from the local]
dealer. There sre » good many ad-|
vantages which may be mentioned by’
the advertiser und if it is the poliey uf}
the house it will not be out of place to)
say, "‘Our goods are never sold by mail |
order houses.,’' The particular value |
of this sort of talk will lie in its effect |
upon the dealer, in muking bim an in- i
terested agent rather than a mere slot |
machine to hand out certain goods
when compelled to do so. :

If a manufacturer sees fit to take the 1
anti-mail order house attitude, it ought |
to get the benefit of all the publicity |
that ean come from mention of that
position in the trade papers. When a
house does take such a stand, it is a
matter of sufficient news interest so
that the trade papers in general will
be glad to give it space. The trade

close together and they are a unit in
their attitude upon the mail order |
house question.

A recent writer in the ‘‘Bulletin
of Pharmacy,’’ a dealer describing his |
success with side lines, says: “We |
handle the different lines of silverware,
but when we find a brand that is adver- |
tised in the mail order catalogues, we
omit it from stock. You may think
that some brands are unavoidable be-|
cause of their popularity, but the fact |
remains that the druggist can omit
from his stock any brand of silverware
that he chooses. He can do that for |
the simple reason that he can Kkill the
sale of any piece of jewelry by merely |
withdrawing from it his own personal
guarantee. Let me illustrate this from
some of our experiences in the last|
three years, Our big sales are in De-
cember, Three years ago all of the
silverware we sold was *“*1847 Rogers.”’
Later we were surprised to see this
line mentioned in the mail order cata-
logues. We proceeded at once to re-
duce the demand for this particular
brand. As a result of our efforts the
following year less than one-fifth of
our sales were of HKogers goods. In
December, 1911, we made only one sale
of this ware. It consisted of half a
dozen dessert spoons, and the only rea-
son we sold them lay in the fact that
the customer who bought them was
matching some tableware which he had
obtained from us before."’

A paper that gives you twice as much

as some other paper is worth twice as
much as the other paper. Are yon get
ting your money's worth? That's the

lealer, to side _wilh him, to make

vital question,

. territory.

Dcve]opment Campg]gn Planned.liﬂ 1915 esch community should com-

Planning to organize a movement
for the development of the territory
surrounding each of the commercial
clubs throughout the state, Tom
Richardson, who has probably engi-
neered more such undertakings than
any olher one man in the United
States, has teen engaged by the execn-
tive committee of the Portland Com-
mercial Club to give the greater por-

| tion of his time to this line of work inl

the future,

With the developmeut of each com-
munity in the state to its greatest pos-
sible extent as his object, Mr. Richard-
son will devote his energies and his

| experience to assisting each individual

commercial body in raising funds and
in insugurating a campaign wide in
scope and aggressive in character for
the betterment of their own home
Une of the main ideas in
this work will be te place the idle
lands of the state within reach of
homeseskers al reasonable prices and,
when established oy the land, the
newcomer will be assisted in every
possible way to make a success of his
venture. If Oregon is to profit by the
great movement of tourists to the coaet

mence preparations to that end at once.

Radiators Spread Friendliness.

The Eugene Radiators are making
a nume for Eugene that eculd rot be
secured in any other way. The cheery,
get-asequainted spirit with which the
group of active business men go into a
i neighboring ity is eontagicus. It
'[imtllls in the host a reciprocal kindli-
ness and makes for Eugene friends in
other parts of the state who will boost
for the hustling city, and send on to
us wanderers who have not fourd just
the location they have been seeking.

Such was the reception the Radistors
| received at Salem this past week, und
such was the reception that greeted
them at Cottage Grove and Creswell a
weck ago. The Radistors radiate the
doctrine of inter-fraternal relation as
| between the cities of the stute, and
| thereby secure for the state and for
Eugene a larger measure of pros-
perity. — Eugene Register.

The value of a paper’s advertising
is gauged by the number of people it
reaches, No other paper reaches more
than a quarter as many Cottage Grove
people as does The Sentinel.

OPEN SEASON

FOR GAMPERS '

Try us for Camp Stoves, Tents, Wagon Covers
Hammocks and Cheap Cooking Utensils.

KNOWLES

papers and the merchants are very “ '

& GRABER

If you don’t read The Sentinel you don’t get more than
| half the news of the Cottage Grove country.

The Strength,

Capital - $25,000
Surplus - $25,000
Undivided Profits
$10,000

Safety First
Service Next
Courtesy Always

uipment and Disposition to Serve Its Patrons
akes this Bank Attractive

U. S. Postal Savings Depository

First National Bank

YOUR BANK DEPOSITS
ROLL UP

Surprisingly if you make it a rule to
pay by check only and deposit all your
cash at the Bank of Cottage Grove,
Then you stop to think before you buy
and in many cases thinking means
refraining. Ambition to have a good
balance prevents many a spending, anc
thus your deposits roll up. - 5

BANK OF COTTAGE GROVE




